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Nonverbal Negotiating

•Negotiation officially defined  as a “Com
m

unication process 
w

hereby both parties attem
pt to reach agreem

ent on a 
m

atter of com
m

on concern”

•70 - 90 percent of com
m

unication neither spoken nor w
ritten 

w
ord

•G
ood negotiators m

ust be good non-verbal  com
m

unicators

T
ext 7.0, p. 98
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Im
portance of Nonverbals

Im
portance of Nonverbals in Negotiations

•O
btain inform

ation from
 other side

•Prevent inadvertent� disclosures of inform
ation

•Validate verbal m
essages/detect dishonesty

•Project positive bargaining position

T
ext 7.1, p. 99
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Types of Nonverbal Negotiating
•Kinesis (Body language)

–body m
ovem

ents

–gestures and  posture

–facial expression

•O
culesics (Eye m

ovem
ents)

•Haptics (Touching behavior)

•Vocalics� (Voice sounds)

•Proxem
ics (Space and distance)

T
ext 7.1, p. 100
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S
ection 7.1

W
hich Side Is W

inning?
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Nonverbal M
essage Delivery

•Conscious and deliberate nonverbals
–sender and receiver are aw

are of m
essage

•Sublim
inal nonverbals

–sent to subconscious� m
ind

–receivers not consciously� aw
are

•Involuntary nonverbal
–unintentional signals
–m

ore honest than verbal m
essages

•Am
biguous m

eanings
–yaw

n or eye blinking exam
ples

–cultural differences

T
ext 7.1, p. 100-102
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Body Language

•Expressions of face, head & body
•135 distinct gestures

–80 face and head gestures
–9 distinct w

ays of sm
iling

•Sends positive or negative m
essages

T
ext 7.2, p. 103
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Body Language - Confidence

•Hands in pocket w
ith thum

bs out

•Hands on lapel of coat

•Steepled fingers or hands

•G
ood body posture, such as square 

shoulders and a straight back

•Hands on hips

Positive Attitudes

T
ext 72, p. 103
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Body Language - Interest
•Tilted head tow

ard speaker

•Sitting on edge of chair

•Upper body leaning in sprinters 
position

Positive Attitudes

T
ext 7.2, p. 103
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Body Language - Evaluation 

•Peering out over eyeglasses

•Pipe sm
oker gesture� w

ith chin cupped 
betw

een thum
b and fingers (classic 

exam
ple is 19th century Rodan 

sculpture� “The Thinker”)

•Putting hands to bridge of nose

•Stroking chin

Positive Attitudes

T
ext 7.2, p. 104
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Body Language - Eagerness

•Rubbing hands 
together

•Sm
iling excessively

•Frequently nodding of 
the head

Positive Attitudes

T
ext 7.2, p. 104
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Body Language - Deception or Dishonesty

•Frequent eye blinking

•Hand covering m
outh w

hile 
speaking

•Looking aw
ay w

hile speaking

•Q
uick sidew

ays glances

Negative Attitudes

T
ext 7.2, p. 104
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Body Language - Defensiveness

•Arm
s crossed high on chest

•Crossed legs

•Pointing index finger

Negative Attitudes

T
ext 7.2, p. 104
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Body Language - Insecurity

•Hands com
pletely in pocket

•Constant fidgeting

•Chew
ing pencil or biting fingernails

•Hand w
ringing

Negative Attitudes

T
ext 7.2, p. 104
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Body Language - Frustration

•Tightness of jaw

•Rubbing back of neck

•Draw
ing brow

s together

Negative Attitudes

T
ext 7.2, p. 104
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Body Language - Boredom
 or Indifference

•Eyes not focused at speaker or 
looking elsew

here

•Head in hand

•Sloppy or inform
al body posture

Negative Attitudes

T
ext 7.2, p. 105
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Physical Environm
ent - Seating arrangem

ents

•Bargaining table configuration
–Size and shape
–Distance betw

een negotiators

•Position of chief negotiator

•M
ake seating arrangem

ents 
conducive to w

in/w
in negotiations Nonverbal Negotiating

T
ext 7.3, p. 106
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Physical Environm
ent

Seating Arrangem
ents

A
:

X
B

:
X

C
:

X
D

:
X

T
ext 7.3, 107
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Physical Environm
ent - Facility Signals

•Im
pressive offices/prestige location

•Associated w
ith other tangible traits, such as 

quality

•How
 governm

ent can offset

–Negotiate at better, alternate locations

–M
ake area as presentable as possible�

–Don’t lose confidence

T
ext 7.3, p. 107-108



7-20
8/25/95

•Dress for success

–appear as you w
ould for a new

 job interview

•Affects credibility and bargaining 
position

•Perception m
ore im

portant than 
reality

•W
hen you look good, you w

ill feel 
good and perform

 better!

Personal Appearance

T
ext 7.4, p. 109
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Voice Sounds

•Include inflection, pronunciation�, volum
e, and speed

•Talk in a confident, articulate ,and persuasive m
anner

•Avoid Harshness/Tentativeness�/M
ispronunciation�

•Listen for how
 w

ords are spoken

T
ext 7.5, p. 110
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Handshake
•Initial handshake m

ost im
portant

•“Executive G
rip” gets best results

•Don’t use loose shake or just grab fingertips

•Reinforce w
ith other positive nonverbals

T
ext 7.5, p. 110-111


